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NEW YORK, WEDNESDAY, 


No Definite Announcements Have Been Made and N. T. D. A. ADVOCATES 
All Plans Are to Be Based on 
Early Sales Reports 


By CHRIS SINSABAUGH 
Detroit, July 5.—Back at their desks after a three-day 
vacation made possible by the Glorious Fourth, motor car 


executives here are making July plans. 


They are later than 


usual in arriving at their decisions as to production because 


of the holiday lull. 


No one seems to have done more 


than plan tentatively as to output 
for this month. The executives want 
to see actual orders before commit- 
ting themselves, so the plants are 
running in accordance with de- 
mands from the field. Indications, 
however, lead to the belief that as 
the month goes along it may be 
possible to increase production over 
what was thought to be enough as 
the late June was ending. 

One reason for the caution on the 
part of the manufacturers is that 
because of the big spurt in whole- 
sale buying brought about by tax 
ax day undoubtedly loaded up the 
dealers, and also cleaned out the 
surplus stocks at the factories. In 
other words, June produced more 
dealer orders than would have 
been had if there hadn’t been 
any tax ax day. It is going 
to take some little time for 
this surplus to be moved by the 
dealers, and in consequence there 
will not be so many factory deliv- 
eries until this slack is taken up. 

However, there seems at this 
writing to be some optimists who 
think that July will be fully as 


(Continued on Page 2) 


DELCO REMY STARTS 





PATENT LITIGATION} 


Anderson, Ind., July 5.—During 
the past week the Delco-Remy Cor- 
poration here brought suit in the 
Eastern and Southern Districts 
Courts of New York for patent in- 
fringement and unfair competition 
in trade against the companies who 
are manufacturing or selling re- 
placement parts for ignition systems, 
starter switches and lamp dimming 
switches. 

The suits were filed in the East- 
ern Districts of New York against 
the following companies: Preferred 
Electric and Wire Corporation, 32 
33d St., Brooklyn, N. Y.; P. Soren- 
sen Manufacturing Company, 373- 
375 Kent Ave., Brooklyn, N. Y.; Au- 
tomotive Specialty Corporation, 382- 
384 Jefferson St., Brooklyn, N. Y.; 
Standard Motor Products, Inc., Van 
Dam Street and Bradley Avenue, 
Long Island City, N. Y.; P. & D. 
Manufacturing Company, Inc., 38-02 
22d St., Long Island City, N. Y. 

Suits were filed in the Southern 
District of New York against the 
following companies: Guaranteed 
Parts Company, 250 West 54th St., 
New York, N. Y.; K. E. M. Manufac- 
turing Company, 601 West 26th St., 
New York, N. Y. 

The foregoing defendants have 
been charged with infringement of 
all or nearly all of the following 
patets: 

Patents relating to breaker plate 


(Continued on Page 2) 





FORD STARTS NEW 
MERCHANDISING PLAN 
IN CLEVELAND TERMINAL 


Cleveland, July 5.—The Ford Mo- 
tor Company is embarking upon a 
new merchandising plan in Cleve- 
land, which, it is understood, soon 
will be extended to other large cities. 

No official announcement of plans 
has yet been made, but already in 
Cleveland the Ford company has 
opened up a large and beautifully 
appointed display room in the Ter- 
minal Building, in the heart of the 
downtown business district, where a 
complete line of Ford products will 
be represented. 

Included in the display is a large 
detailed model of the Ford coke 
works and other plants, models of 
the Ford tri-motored plane, the 
latest models in trucks and passen- 
ger cars, a strippea and cut-away 
chassis and various other exhibits. 

The new display rooms are to be 
kept open night and day, all ex- 
penses are to be paid by the factory, 
and local dealers are to reap in 
sales the benefits of inquiries and 
advertising which the location and 
the attractiveness of the “‘de luxe” 
showrooms provide. 

It is understood that the Ford 
Company has at least a three-year 
lease on the present showrooms, 
which are just above Cleveland’s 
new Union Station on the Public 
Square in the Van Sweringen’s Ter- 
minal Tower Building. They are on 
the Prospect Street level and just 
across the busy corridor from Cleve- 
land’s newest and probably finest 


(Continued on Page 2) 


WAYNE COUNTY CAR 
SALES TO JUNE ’31 
AND MAY THIS YEAR 


Detroit, Mich, July 5—Held up 
because of holidays the report of 
June registrations in Wayne county 


shows & passenger car count of 
6,611, as against 5,059 in May. This 
increase, however, can be credited 
largely to Ford, which titled 4,119 
last month in comparison with 2,547 
in June, 

Practically all other makes showed 
a decline... June of ’31 registered 
6,003, while the total count so far 
this year has been 21,271, as against 
30,472 in the same period last year. 

Commercial vehicles also showed 
an increase in June over May this 
year with 351, as against 251. Here 
again Ford seems to be responsible 
its titling being 255 against 141 in 
May. 











ADVERTISING BUREAU 





of the National Tire Dealers’ 


Hotel, November 14 to 16. 


leaders. 


For some time, it is declared, there 
has been a growing feeling among 
tire dealers that advertising should 
be. more specific, particularily where 
it is of a priée or bargain nature. 
The sentiment on this point is that 
the public should be told exactly 
what it being offered for the price, 
with specific information as to the 
number of plies and other details. 
It is believed also that advertising 
standardization along this line will 
result in greater stabilization of the 
selling end of the industry and 
prove a much-needed aid in setting 
up greater public confidence in the 


(Continued on Page 2) 


STUDEBAKER EXPORTS 
SHOW LARGE GAIN IN 


FIRST HALF OF 1931 


South Bend, Ind., July 5.—Exports 
of Studebaker and Rockne cars to 
world markets for the six months 
just completed showed an increase 
of 6% per cent. over the first half 
of 1931, according to a statement 





made here today by Arvid L. Frank 


vice-president and general manager 
of the Studebaker-Pierce Arrow Ex- 


port Corporation. 


“Studebaker’s percentage of total 
car exports to world markets dur- 


ing the first five months of the 


year increased more than 100 per 


cent, over the 1931 figues,” he said, 
in commenting on the company’s 
improved business, “While our gain 
over last year is a modest one, it 
becomes an imposing figure when 
compared with the 58 per cent. de- 
cline in car exports suffered by the 
industry as a whole for the first 
five months. The combination of 
our gain and the industry’s loss 
accounts for the very substantial 
improvement in our comparative 
position. 

“Studebaker and Rockne car ship- 
ments in June showed an increase 
of 49 per cent. over last June,” Mr. 
Frank continued, “which is the 
largest gain over 1931 registered 
during any month this year. The 
month’s shipments were 1214 per 
cent, ahead of May.” 





TO KEEP STANDARDS 


Chicago, July 5.—A bureau of ad- 
vertising standards as applied to the 
tire industry was predicted here to- 
day following a meeting of directors 
As- 
sociation, held at the Hotel Sher- 
Such a bureau received seri- 
ous enough attention from the di- 
rectors to cause its listing as one 
of the chief topics at the associa- 
tion’s convention, to be held in At- 
lanta, Ga., at the Atlanta Biltmore 


The creation of the advertising 
standards bureau is expected to re- 
ceive the indorsement of the dealer 
body, along with a recommenda- 
tion that tire manufacturers es- 
tablish it and work out a formula 
‘in co-operation with association 
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JULY 6, 1932 


June Key City Sales Generally 
Show Gains Over Totals for May 
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lows: 


tion of its former earning power. 


similar 1931 interval. 


continued in October, 1930. 
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WILLYS-OVERLAND JUNE 


SALES SHOW 56.2%, 
GAIN OVER MAY 


Toledo, O., July 5.—Sale of Willys- 
Overland sixes and eights and 
Willys-Knight cars for June showed 
an increase of 56.2 per cent. over 
May business, President L. A. Miller 
announced here today. Unfilled or- 
ders on hand show a sizable in- 
crease compared with the same pe- 
riod of last year. 

President Miller reports an un- 
usually wide public acceptance of 
the company’s new streamline series 
of cars announced a week ago, and 
anticipates a highly satisfactory vol- 
ume during the current month. He 
said that dealers from all sections of 
the country are enthusiastic over the 
streamline series, which was devel- 


oped to meet public demand for an 


ultra-modern car, 
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ESSENTIALLY SOUND 


New York, July 5.—The Standard 
Statistics Company of this city has 
made public an analysis of the pres- 
ent condition of the Hupp Motor Car 
Company, which it designates as es- 
The analysis fol- 


“Manufacturing and other econo- 
mies, as well as a cautious manufac- 
turing policy this year, should per- 
mit a smaller loss than in 1931 for 


the Hupp Motor Car Corporation. 
Ample liquid resources provide rea- 
sonable assurance that the company 
will be able to sustain a further 
period of depressed automobile de- 
mand, and ultimately recover a por- 


“Sharp profits curtailment has at- 
tended the downward trend in auto- 
mobile sales since the final quarter 
of 1929. Net in that year dropped to 
$2.35 a share from the record results 
of $8.12 in 1928, while in 1930 and 
1931, respectively, deficits of $1.67 
and $3.19 were incurred. Losses con- 
tinuing in the initial 1932 quarter 
amounted to 45 cents a share, as 
against the same per share loss, but 
on a larger number of shares in the 
Resumption 
of profitable operations is not in 
early prospect. Dividends were dis- 


“Hupp is an old established manu- 
facturer of passenger cars, now rang- 
ing in price from around $800 for 


5 Cents. $12 Per Year. 





New Fords Become Important Factor in June Market 
—Trucks Stand Up Well, Automotive 
Daily News Survey Indicates 


New York, July i nciaileiaiiel. Daily News has re- 
ceived several reports for June in its usual monthly check- 
up of motor vehicle sales in various key cities throughout 
With a single exception the returns show 
a very satisfactory increase over the totals registered in May. 
Ford sales are at last becoming an important factor in the 


® general total. 

The Cleveland, O., Automobile 
Manufacturers and Dealers Associa< 
tion reports that June sales of new 
cars were 1,936, as compared with 
1,904 in May this year and with 
2,590 in June, 1931. Used car sales 
in June totaled 8,370, compared 
with 8,840 in May and with 10,656 
in June last year. 

In Franklin county, Ohio, of which 
Columbus is the principal city, June 
passenger car sales were 664, against 
618 in May this year and 747 in 
June a year ago. Trucks sold in 
June totaled 62, comparing with 66 
in May and 71 in June, 1931. Used 
car sales in June were 3,885, com- 
pared with 3,284 in May and 4,538 
in June last year. The first half 
year in 1932 showed a sales total 
of 3,284 as against 4,736 in the 
same period of 1931. The decrease 
was 1,542 units, not at all a bad 
showing, considering general con- 
ditions, 

The St. Paul Automobile Dealers’ 
Association reports June sales of 
passenger cars in Ramsey county at 
535 units. This compares with 657 
in May and 711 in June, 1931. Truck 
sales in June were 48, as agains6 
98 in May and 61 last June. The 
first half of 1931 showed a total 
of 2,890 passenger car and 466 truck 
sales, compared with 5,207 pas< 
senger and 609 truck sales in the 
same period of 1931. 

Up to June 27 sales in San Fran- 
cisco totaled 802, compared with 609 
in the same period of May and 1,224 
in June of last year. 

Los Angeles reports 1,519 passen- 
ger car sales up to June 27, com- 
paring with 915 in May and 2,718 
in June, 1931. Truck sales in June 
were 190, against 174 in May and 
365 in June, 1931. 

The gains registered in June over 
May this year are largely attributa- 
ble to increasing Ford sales. In 
Columbus, for instance, Ford was 
in the lead in June with 216 sales, 


GRAHAM OUTPUT 
IN JUNE EXCEEDED 
MAY-APRIL TOTALS 


Detroit, July 5.—Graham-Paige 
reports production and sales in June 
exceeding May and April. Shipments 
of new units totaled 1,276. Dealers 
report June registrations running 
ahead of May, with a marked in- 
crease in sales during the last two 
weeks, Export orders also picked up, 
reaching the highest total in four 
months. 

The original production schedule 


for June was stepped up twice, to 
meet the demand for the 1933 model 


streamline Graham six. July pro- 


duction will continue on the present 
schedule, the factory working five 
days a week, 
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M AKE any test you wish and 


you, too, will agree that the Marmon 


Sixteen is the greatest performing au- 


tomobile on the road today—bar none. 


MARM O \N 





* SALES DEPARTMENT INDIANAPOLIS, IND. 
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FORD STARTS NEW ™ 
MERCHANDISING PLAN 
IN CLEVELAND TERMIN 


of June. 

(Continued from Page 1) Talks I have had with several 
department store, the Higbee Com-| sales managers in the low-priced 
pany, and almost directly across the | field have surprised me in that at 
street from the new Medical Arts, | least one of them has predicted that 
Builders’ Exchange and Midland | July will be a good month and that 
Bank buildings. They are the same| August will be even better. This 
rooms occupied for the first pres-/particular predicter declares that 
entation here of the current models./this summer will not be made up 

Although the new display rooms of peaks and valleys; that business 
have not yet been officially an-/ will continue to run at present levels 
nounced, the doors have been open | yntil we come to fall, when there 





(Continued from Page 1) 


good as June, a belief which, it may 
be added, is not held by the ma- 
jority. In several individual] cases, 
though, I think July production will 
exceed June, but not enough to 
bring the industry’s total up to that 


to the public all this week. Exhibits 
still are going into place. Every- 
thing now is about in readiness. 
however, for an official opening. 


MERIDEN DEALERS 
FORM ASSOCIATION! 


Meriden, Conn., July 5—The Mer- 
iden Automobile Dealers’ Associa- 
tion, comprised of the city’s leading 
new car dealers, was formed at a 
luncheon meeting June 28 at the 
1711 Inn, North Colony Street. 

John J. Scanlon, Packard and 
Hupmobile fealer, 34 Miller St., was 
chosen president; Charles H. Chee- 
ney, Cheeney Brothers, Oakland- 
Pontiac, 226 Cook Ave., vice-presi- 
dent; Isaac J. Gracey, North Colony 
Road, treasurer, and John Gilmar- 
tin, Gilmartin Motor Sales Corpor- 
ation, 127-129 Colony St., Plymouth 
and Dodge, secretary. 

The new group will be affiliated 
with Connecticut Automobile Deal- 
ers’ Association. Its aims include 
general improvement of trade con- 
ditions in Meriden and placing of 
used car sales on a sound basis. 
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should be a marked improvement. 


DELCO REMY STARTS 
PATENT LITIGATION 


(Continued frem Page 1) 
assemblies and cams: 1,265,918 and 
1,354,888. 

Patents relating to circuit breaker 
levers and contact brackets: Re 
18,276, 1,272,056, 1,286,803, 1,305,165 
and 1,556,901, 1,557.207, 1,593,339, 1,- 
687,040 and 1,825,720. 

Patents reiating to distributor 
neads and rotors: 1,268,473, 1,272,056, 
1,351,714 and 1,372,065. 

Patents relating to ignition re- 
sistance units and ignition coils: 
1,223,180, 1,641,374, 1,647,417, 1,474,- 
152 and 1,474,597. (In the suits on 
patents 1,474,152 and 1,474,597, Del- 
co-Remy is co-plaintiff with Arthur 
Atwater Kent, owner of the patents, 
Delco-Remy being exclusive li- 
censee). 

Patents relating to condensers: 
1,796,855, 1,815,496 and 1,830,907. 

Patents _ relating to starter 
switches 1,601,146, 16,693,998 and 1.,- 
835,019, 

Patents relating to a lamp dim- 
mer switch: 1,798,751. 





FINDS HUPP SOUND! BOHANNON SAILS FOR 





(Continued from Page 1) 


the six-cylinder models to $1,700 for 
the improved eights introduced this 
year. Plant capacity was doubled in 
1929 by the purchase of the Chan- 
dler-Cleveland Motor Company. The 
burden of this additional] capacity 
under prevailing subnormal demand 
has been partly offset by thorough- 
going operating economies. The 
financial position of Hupp is strong; 
cash and equivalent on March 31 
last totaled $5.43 per share on the 
1,331,928 shares outstanding.” 

A statement from the Hupp Motor 
Car Corporation shows, as of March 
31, 1932, current assets of $11,210,- 
565.61, as compared with current lia- 
bilities of $1,447,811.40. The ratio of 
current assets to current liabilities 
is 7.743. The book value of common 
stock is $16.642 per share, and its 
current working capital $9,762,754.21. 


DEALERSHIP TO REBUILD 
Bristol, Conn., July 5.—The sales- 


EUROPEAN TRIP 


New York, July 5.—James A. Bo- 
hannon, president of the Peerless 
Motor Car Corporation, sailed with 
his family early Saturday morning 
from this city on the S. S. Presi- 
dent Johnson for an extended Euro- 
pean tour. 

Mr. and Mrs. Bohannon plan to 
disembark at Venice and travel on 
the continent. Their two sons, 
James Alvin Bohannon, Jr., and 
Benton Porterfield Bohannon, aged 
17 and 15, respectively, will con- 
tinue on the S. S. President John- 
son for the remainder of the educa- 
tional Mediterranean cruise. 








JEFFERSON AUTO TOP CO. 
EXPANDS OPERATIONS 
Springfield, Mass. July 5.—The 
Jefferson Auto Top Company at 1063 
Dwight St. has been incorporated 
under the name of the Jefferson 
Auto Specialties, Inc., with Jay 
Kletsky as president and Max 
Kletsky as sales manager. This com- 
pany is now in its tenth year. In 





room building of the Nash Motor | addition to the line of repair work 
Sales, 142 Park St., will be rebuilt | that has been carried on by the com- 
in the near future, according to re- | pany, it will manufacture specialties 
cent announcement. The structure |for Ford cars, and is now in produc- 
was badly damaged by fire last win-| tion on rumble seats for the four- 
‘cr, Details of the building have not|cylinder and ‘also ‘thé new‘ V-8 
s yet been disclosed, models. 
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CHRYSLER UNITS SET 
NEW SALES PEAK FOR 
YEAR IN MONTH OF JUNE 


Detroit, July 5.—Retail deliveries 
of Plymouth cars by De Sota, Dodge 
and Chrysler dealers in the United 
States have increased every week 
since the announcement of the new 
models early in April, reaching a 
mew peak for the year wiih the 
week ended June 25, according to 
the Plymouth Motor Corporation to- 
day. 
| During the record-breaking week 
| just passed 4,676 new Plymouths 
were delivered. This compares with 
| 3,788 for the week ended June 18 
j}and 3,316 for the week preceding 
| that, which represents an increase 
over these two previous weeks of 
23.4 per cent. and 41 per cent., re- 
spectively. In 1931 the retail deliv- 
eries for the corresponding week 
ended June 27 were less than one- 
fourth of those of the record week 
this year. Similarly five times as 
many Plymouths were delivered dur- 
ing the week ended June 25 this year 
as during the week ended June 20, 
1931, and 7.2 times as many as in 
the week ended June 13 last year. 

Complete registration figures 
which have been received from forty- 
eight states and the District of Co- 
lumbia for the month of May show 
that Plymouth registrations in- 
creased 311 per cent. over May, 1931, 
and 22 per cent, over April of this 
year. The actual figures were 13,- 
591 for May, 1932, compared with 
3,304 during the same month last 


year. 


N. T. D. A. ADVOCATES 
ADVERTISING BUREAU 
TO KEEP STANDARDS 


(Centinued from Page 1) 


dealer from the standpoint of the 
service and value he offers. 

Other topics which will have a 
place on the prograth at the annual 
convention include the future of the 
independent tire dealer, mail order 
competition and how to meet it, 
and the new low pressure “dough- 
nut” tire, its merchandising and 


Prospects. In each instance it is 
planned to have the topic first han- 
died by one of the industry’s lead- 
ers in the manufacturing field, after 
which dealers will participate in a 
discussion of their ideas and ex- 
periences, 


Chicago, July 5——John C. Shea, 
chief statistician of the National 
Used Car Market Report, Inc., is 
on a trip through the Pacific Coast 
and Pacific northwest states, it was 
announced here today, during 
which he will help conduct used 
car appraisal meetings sponsored by 
trade associations and attended by 
used car managers of distributor 
branch and dealer firms. 

Mr. Shea plans to be away 
throughout July on this mission. 
The data gathered will, it is stated, 
be used in connection with the 
seventy-third edition of the Blue 
Book and the next issues of the 
Pacific Coast and Pacific North- 
west Red Books. 

The current editions of these 
publications have just been issued 
and mailed to subscribers in the 
trade in this country and abroad, 
President Thomas J. Hay makes 
known. 


EDWARD LOOMIS BADLY 
HURT IN MOTOR SMASH 















Huntington, Mass. July 5.—Ed- 
ward Loomis, secretary of the motor 
truck committee of the National Au- 
tomobile Chamber of Commerce, was 
injured in an automobile accident 
near this Place last Friday evening. 
Mr. Loomis was on his way to a camp 
which he owns near here and his 
car skidded on a _ gravel road, 
swerved into the ditch and brought 
up against a tree. Mr. Loomis suf- 
fered fractures of both legs, Mrs. 
Loomis was with him but escaped 
unhurt, 

Mr. Loomis was removed to Noble 
Hospital in Westfield, Mass., where 
it is reported that he is showing im- 
provement, but will be ‘confined’ to 
his bed for six weeks or more, 
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Gets One Break 
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| Peed Pepped Up 
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Chris Sinsabaugh—Detroit Editor 





NLY a conscience that refuses to become calloused after 

a couple of hundred years working for this particular 

newspaper man could get me to the typewriter over this 

holiday week-end to attempt to grind out the daily column. 
I seem to be the only one with any work to do. 

As this is being tapped out, there is a holiday quiet in 
the corridors of the General Motors and Fisher Buildings. 
On top of that there seems to be hardly anything to gossip 
about and the bottom of the column seems a long way down. 

* * « 

I DID GET one break, though. In the Fisher Building 
barber shop just now I ran across Roy Peed, De Soto sales 
manager, getting the works—everything except a hair dye 
and his eyebrows plucked. Roy was getting dolled up in 
anticipation of another three weeks of sales meetings in 
various parts of the country. He is going out with R. M. 
Rowland, his assistant, this week. The old sales curve is 
holding steady for De Soto, but Peed and Rowland are not 
taking any chances of dropping into a valley. Hence another 
one of these sales meetings trips. 

ak oe * 

PEED IS STILL pepped up over the big driveaway De 
Soto had on June 20, when they had to beat the tax gun. 
That particular day there were 1,200 units sent out in the 
driveaway, which led Peed to tell of a visitor he had that day. 

“It was blistering hot,” said Peed, “and early in the day 
this banker friend of mine dropped in. The yard and streets 
around the plant were jammed with new cars on which de- 
livery had been accepted. The banker was surprised; he 
hardly could believe his own eyes. 

“Tf you don’t mind, I am going to stay here all day,’ 
he said. ‘This is the first time in a month of Sundays that 
I have seen anything at all that makes me feel optimistic. 


It carries me back four years.’ ” 


oa ak * 

A. D. N’S ANNOUNCEMENT Saturday that Ned 
Broadwell has resigned as vice-president and general man- 
ager of Fisk because that company has given up original 
equipment business surprised Detroit over the holidays. 

Ned was with Fisk for so many years that only some 
of the old-timers here can remember that at one time he was 
sales manager of Hudson. That was in the days when the 
Hudson company was just getting going and Broadwell was 
one of that group of active executives which included Roy 
Chapin and Howard Coffin that laid the foundations for this 


successful organization. 
oe * 


ik 

THAT JUST ABOUT exhausts the available news of 
the holiday stretch, so I am going to have to turn to the fan 
mail if I am going to complete my daily task. I find good 
material, however, in a letter from Harry Carroll, adver- 
tising manager of Hyatt Roller Bearing of Harrison, N. J. 

I take it Harry reads the column, for his letter says: 
“Kk note you have had an advance peek at Goodyear’s ‘Some- 
thing Beside Price’ new theme song. Along the same lines, 
perhaps you'll be interested to learn that Hyatt has used 
such a theme in its advertising for several months. 

“You can find it in our ‘motto card’ and our new book, 
‘Definite Control of Quality,’ which I am sending you. 

“We are glad to see Goodyear falling in line, for, after 
all, it’s what you get out of an article that really counts and 
not what you paid for it.” 

te * uk 

AND ANOTHER LETTER, this one from one of the 
gentler sex, name withheld, written on plain stationery from 
New York, says: 

“You sacrificed all the kick of what might have been 
a very fine article about Byron Foy in your column by spell- 
ing De Sote with an ‘a’. It’s not easy to understand why 
the public should not understand that the De Soto derived 
its name from the great explorer, De Soto, and insist on writ- 
ing it De Sota; but it is almost incomprehensible that a writer 
for an automotive daily should misspell the word. 

“IT got a real thrill out of your tribute to Mr. Foy, but 
it surely riles my ire to have any one misspell a name that 
every one who has studied any history should know.” ‘ 


a oe ae 
I CAN’T PLEAD guilty; it must have been the fault of 
the: same proofreader who changed A. I. Philp to A. I. Philip 
the other day. 




















you commissions. 
Dealers read this page. 





KEEPS EM COMING TO BUY — 
USED CARS FROM HIM 





This department is devoted to the interests of the retail sales divi- | 
sion of the industry. Salesmen, this is your department. 
Daily News wants you to get something from this department that vill 
help you in your work on the firing line. 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 
let get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost || 


Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
firing line. the men who bring home the bacon or don’t. | 


Albert Eateman, stationed at the} 


Wayne, Pa., sales and 
building of Allan C. Hale, Inc., 
Buick dealer, whose main place of 
business is Ardmore, Pa., 
more used cars than any man on 
the staff. The corporation main- 
tains a used car lot in Paoli, Pa., 
to which it sends used cars from 
Ardmore, but it seldom or never 
has to send to the lot any cars 
taken in trade at Wayne, because 
they are rapidly disposed of— 
largely by Bateman, who, like the 
other salesmen for the concern, 
sells both new and used units. 

When he is not on floor duty and 
has no immediate prospect in view 
at Wayne, which is a small place, 
Bateman may hop into one of the 
demonstrators used by the Wayne 
Salesmen and dash over to either 
Paoli, to sell there on the lot, or to 
Ardmore, also to sell used cars in 
the rear of the new car salesrcom. 

Again, like the other salesmen, 
whenever Bateman has an oppor- 
tunity he sells the demonstrator 
he is driving. The house assigns 
no particular demonstrator regu- 
larly to any one of its salesmen, so 
none of them ever has a chance to 
get so “chummy” with the car that 
he is loath to dispose of it. When- 
ever possible, in seeking a used car 
prospect who already has a car, 
the salesman drives out a model as 
near like it as he has in stock, on 
the principle that a man who has 
bought a car showed at the time 
his preference for that type or 
model, and the chances are favor- 
able for him to repeat his choice, 
at least as to body type if not as 
to make. 

Bateman sells, on an average, 
approximately fifty used cars a 
year, all but somewhere from five 
to ten of that number being sold 
at Wayne. He wears a handsome 
wrist watch which he won as a 
prize offered by his concern two 
years ago to the salesman who 
would dispose of the greatest num- 
ber of used units within a given 
period. Men to whom he sold a 
used car two, three, four or even 
five years ago return to him for 
the purchase of another used car. 
He tries to sell a used Buick when- 
ever he can, because in that way 
in addition to making the sale he 
helps to keep the shop _ busy 
through service on it. Allan C. 
Hale, Ine., solicits service only on 
Buicks, 

Up to June 22, Bateman had sold 
about the same number of used cars 
as at that time a year ago, although 
the volume in dollars and cents was 
less. He fully expects to exceed his 
used car sales for 1931. 

Sometimes Bateman makes from 
ten to fifteen calls a day on pros- 
pects, but a closer average would be 
from five to ten such contacts. Two 
or three calls out of fifteen, for ex- 
ample, probably would be on Buick 
owners. The house gets its best re- 
sults in used car sales from “old” 
Buick owners and their acquaint- 
ances to whom they have recom- 
mended Hale's, 

There are not often in stock at 
Wayne more than from seven to ten 
used cars—in fact, at this place a 
dozen used cars would crowd it for 
space. Sometimes there are as few 
as three used units on hand. In a 
small center like Wayne it is some- 
times difficult to have in stock pre- 
cisely the kind of used car sought 
by a prospect. Otherwise, Bateman 
and his associates at Wayne could 
make more sales. 

“I seldom make any contacts with 
used car prospects over the tele- 


service | 


sells | 
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phone,” said Bateman, “because ex- 
perience has taught me that all 
contacts—even the preliminary one | 
—are apt to be more effective when 
made in person.” In other words, 
the prospect has more of an oppor- | 
tunity to offer sales resistance over | 
the wire. 

But Bateman occasionally writes 
a personal letter to a new prospect, 
though not often to an “old” owner. | 
The letter is used more especially 
when the prospect lives at a consid- 
erable distance from Wayne and 
when driving out ‘ blind” might re- 
sult in a waste of time and gas. In| 
such a letter Bateman requests the | 
prospect to telephone him when to | 
call. In a fair number of cases this} 
writing and telephoning, when the 
latter is done by the prospect, works 
out successfully. 

The Wayne branch does not ad- 
vertise used cars in the newspa- 
pers, nor does it paste used car an- 
nouncements on its display win- 
dows. It relies chiefly to call atten- 
tion to used cars on the plan of 
stationing not more than three at a 
time out in front of the »uilding. 


N. J. CAR DEALERS 
BOOSTING BUSINESS 
WITH ADVERTISING 


Newark, N. J., July 5.—Consider- 
able activity is being noted in re- 
parts of the state, with dealers do- 
ing everything in their power to 
increase new and used ear sales. 

One of the newest features in ad- 
vertising used cars is the slogan, 
“The only tax-free automobile to- 
day—the Used Car.” This is being 
adopted by dealers from one end of 
the state to the other. 


Ruckle Bros. Motor Car Company 
of Hackensack also add: “You pay 
no Federal tax when you buy a 
used car here. The tax assessed on 
new car sales does not apply to our 
fine used cars. Here is another 
dollar and cents reason why you 
should enjoy good, dependable 
automotive transportation this sum- 
mer.” 

Oldsmobile dealers are staging 
motion picture shows, with comedy 
and educational! shorts, in addition to 
pictures showing vuperations used by 
Oldsmobile in designing, testing 
and manufacturing of cars. These 
shows are attracting many pros- 
pects. 

T. William Cleveland of the 
Cleveland Sales and Service Com- 
pany of Millburn, who has held the 
Ford dealership there twelve years, 
has obtained the dealership for 
Dodge and Plymouth cars and ex- 
pects to begin operations in the near 
future. Mr. Cleveland has been in 
the automobile business twenty-five 
years, and with the Ford company 
fifteen years. 


N. C. Branin, 22d Street and River 
Avenue, Camden, has been named 
exclusive Nash dealer in Camden 
county. Mr. Branin has been a 
Nash dealer for a number of years, 
but has been designated exclusive 
dealer. William B. McCloskey is 
sales manager of the firm. 

The New Jersey Auto and Supply 
Company, Delaware Avenue and 
Market Street, Camden, has been 
named Pontiac dealer. The concern 
will continue to handle Buick. 

Brauer Motors, Inc., Hackensack, 
Auburn dealer, announces the ap- 
pointment of Victor Havers as gen- 
eral manager. 

W., H. McNaughton, president of 


'few days. 
| Ine., 








the Nash-McNaughton Motor Cor+ 
poration, announces that the head- 
quarters of his company will be 


;}moved from 2403 Boulevard to 2385 


Boulevard, Jersey City. The change 
affects the entire organization, in- 
cluding the sales, used cars and ser- 
vice departments. At the present 
time, the service department is lo- 


jcated at 896 Communipaw Ave., | 
| Jersey City. 


As soon asa suitable location is 
decided upon, the Cadillac Division 
of the General Motors Corporation 
proposes to open a direct factory 
branch in Montclair. 

“Sarg” Cole, automobile 
driver, 
performance of the Continental-De 
Vaux 80 in Camden for the past 
C. F. Pfeiffer Motors, 
is Continental-De Vuux dis- 


tributor for that area. 


SELLING TRUCK 
TRAILERS 


Selling of truck trailers and meth- 


‘ods of meeting competitive sales 


tactics are described by General Mo- 
tors Truck Company officials in in- 
structions to the field. 


stunt | 
has been demonstrating the | 





General Motors Truck was one of | 


the first truck companies to co- 
operate with trailer manufacturers 
and build a complete line of trac- 
tors especially adapted for trailers, 
the sales story to trailer prospects 
goes. Maximum profits for the 
' operator could not be realized in the 
past, due to prejudiced conflicting 
recommendations between truck and 
trailer manufacturers and inability 
of trailer manufacturers to produce 
matched equipment for the tractors, 
because of limited manufacturing 
facilities. 

To aid trailer prospects, G. M. T. 
established a complete line of trail- 
ers, and through its 2,200 branches 
and dealers, a nation-wide service of 
vital importance to long-distance 
haulers was established. Attention to 
this is called by the salesman. 

G. M. T. trailers are built to in- 
crease profits, the argument runs, 
because they can carry more pay- 
load, due to the use of the latest 
type of narrow pressed steel frame 
construction, Every thousand pounds 
of additional payload at $7.50 per 
ton means an additional profit of 
$1,100 per year per unit for the 
trailer owner. The use of standard 
truck wearing parts will reduce in- 
ventory of spare parts and prevent 
long delays in case of accidents. 
Efficient truck type brakes on trail- 
er enables speeding of delivery and 
increasing the number of trips 
also. Use of a lightweight heavy 
duty interchangeable fifth wheel 
may eliminate the need for a spare 
tractor, it is pointed out. 

In developing a trailer line, G. 
M. T. had the truck owner in mind, 
and one of its principal objects was 
to cut his selling costs. Trailers, 
it is said, will increase profits be- 
cause they double the number of 
payload carrying axles, which in- 
creases the income; because this 
doub&ng the payload is accompa- 
nied by an approximate 13 per cent. 
increase in operating cost in semi- 
operation and only 20 per cent. with 
four-wheel trailers. Maintenance 


cost will be reduced as the trailer 
will protect the truck from exces- 
sive overload, Trailers reduce the 
number of trucks and _ drivers 
needed, and make fine ads for the 
owner, their size and distinctive 
type commanding attention. 

Advantages and economies 
trailer operation are listed as: 1. 
Increasing profitable payload. 2. 
Increasing actuaj productive time of 
a tractor. 3, Making more efficient 
use of time. 4. Making it possible 
to reach new outlets and to widen 
the territory of a wholesaler. 5. 
In many cases they make short 
hauls of big loads at lower cost 
than by rail. 


PLAN DINNER MEETING 
Trenton, N. J., July 5.—Members 
of the Trenton Automobile Trade 
Association will participate in their 
monthly dinner meeting July 9 at 
Medford Lakes. Various matters of 
business will be programmed, and 


of 


William A. Weinmann, president, 
will preside. The meeting will be 
preceded by golf. 


| St., 
|selling a truck. 





STARTS HIS DAY 
AT MIDNIGHT 


Getting up in the middle of the 
night to ge out on a milk route may 
not seem to fit in with the business 
of selling automobiles, but that is 


|how Hayman Shapiro, new member 
lof the sales force of Malcom Motors, 


Inc., Ford dealership of 481 Meadow 
Waterbury ,Conn. went about 


Early rising and generally unor- 
thodox tactics are the practice ot 
Mr. Shapiro, who proved their effic- 
acy by securing orders for three 


trucks, one passenger car and eight | 


used cars in his first two weeks with 
the Malcom concern. 
Mr. Shapiro conducted a meat mar- 


ket before he became a car sales-| 


man, and he brought a high degree 
of enthusiasm and energy to his new 
vocation, as his results testify. Not 
only has he sold cars, but he sold 


most of them in territory which had} 


not previously been considered as 
worthy of extensive cultivation. 

Arising daily about 5 a. m. Mr. 
Shapiro makes the rounds of mar- 
kets and stores in search of truck 
prospects. He plans his work two 
days in advance, and makes and 
keeps appointments for any hour of 
the twenty-four. Observing a some- 
what seedy-looking truck on the 
street he will stop the driver and 
endeavor to sell him the idea of a 
new Ford unit. 

The milk delivery incident shows 
how effective is Mr. Shapiro's un- 
usual policy. To a skeptical dairy- 
man he made the proposition of 
trying out a Ford truck in actual 
route coverage. The dairyman, as- 
sured that he was under no obliga- 
tion, assented. My, Shapiro got a 
demonstrator truck and met his 
prospect at 2 a.m. The new truck 
was loaded with bottles and they 
started out on the route. 

The route was normally covered 
in five hours with the old equipment 
used by the dairyman. With the 
new Ford unit, all the milk had been 
delivered in a little more than three 
hours. The milk man signed an or- 
der, and Mr. Shapiro went home to 
get some sleep. 

Operating entirely as a free lance, 
without any floor duty, the former 
meat dealer has created somewhat 
of a sensation in Waterbury auto- 
motive circles, His methods, while 
unorthodox and requiring consicer- 
able nerve, are nevertheless strictly 
ethical. He has sold an excellent 
quota of units, and has good pros- 
pects for more. 

Plunging into sections of the 
district which had never been con- 
sidered as worth-while territory, Mr. 
Shapiro produced several grade A 
sales. He unearths all his prospects 
himself. Without any first-hand 
knowledge of the automobile busi- 
ness gathered from experience, he 
has applied the principles of alert- 
ness, indefatigable effort and culti- 
vation of a field of prospects whose 
needs in transportation he is fa- 
miliar with. 


CADILLAC DEALERS — 
HOLD GOLF OUTING 


Port Chester, N. Y., July 5.—More 
than thirty members of the Cadillac 
Dealers’ Association held an outing 
June 28 at the Tamarack County 
Club here. Two rounds of golf in 
the morning and afternoon, with a 
luncheon intervening, made up the 
outdoor program. A dinner at the 
club in the evening closed the af- 
fair. 

The association is made up of 
dealers from Westchester, Connecti- 
cut, Long Island and New York 
cit. John E. Nachman of Free- 
port, L. I., and Harry Allen of Allen 
Brothers, Greenwich, Conn., were 
in charge of arrangements. 


OUTDOOR SHOW HELD 

Torrington, Conn., July 5.—The 
Litchfield County Automobile Deal- 
ers’ Association held an exposition 
last week at the Treat Street 
grounds here. Each night was des- 
ignated by the name of a leading 
make, such as “Ford Night,” “Plym- 
outh Night,” etc. A large attend- 
ance was reported. Entertainment 
programs were staged each night. 
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In the Plane You Will 
Eventually Buy” 





STINSON 


FOUR-PASSENGER CABIN PLANES 


$4,595 to $5,595 
F. 0. F., WAYNE, MICH. 


AIR CAB 
SERVICE 


A new transportation tool 
for Dealers and Distributors, 


Travel by air on your next 
trip to the factory. It’s good 
business to fly because it 
saves time. Air travel is eco- 
nomical. The Stinson plane 
will transport one, two or 
three passengers and pilot with 
baggage, comfortably, speedily 
and safely. 


Distributors can also use 
Stinson Air Cab Service to 
call on their out-of-town deal- 
ers. A quick swing around the 
State via air will give you 
more time at home. Call the 
Stinson operator at your air- 
port—let him help lay out the 
itinerary for your next trip. 


COMBINE BUSINESS 
WITH PLEASURE 


The Stinson operator will 
teach you to fly and navigate 
the plane while you use it for 
business trips—two services 
for the cost of one. Any nor- 
mal person can fly the Stinson 
the first time a pilot takes 
him up. 


For complete information 
on low cost flight instruction 
and air taxi travel call the 
Stinson Air Cab Operator in 
your city, or write the Sec- 
retary, 


STINSON AIR CAB 
OPERATORS ASSN. 


Wayne, Michigan 





THIS EMBLEM is your pro- 
tection. Be sure it is on the 
plane you hire for air taxi 
trips and flight ins/-uction. 


’ 
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We Are All Agreed 


MERICANS have a habit of disagreeing on many sub- 
jects from prohibition to football championships and 
from World Series to foreign debts. Foreigners, perhaps 
from Russia, mistake these family quarrels for the beginning 
of the end of the great republic, but they are wrong. How- 
ever much we may quarrel in the sanctity of our homeland, 
we do not take the bickerings quite as seriously as they think. 
However, there is one question on which every one can 
and does agree and that is the need for promoting safety 
among the rising generation of this land, involved in a traffic 
maze too involved for satisfactory solution with our present 
highway facilities. Our highways were not built to carry 
traffic so heavy and so speedy as that which they are now 
called upon to handle. The mixing of vehicular and pedes- 
trian traffic in the same right-of-way is the basic cause of 
our accident toll. It will be many years before we can finally 
separate these two modes of progression so that they never 
meet, the one condition that can produce almost complete 
safety. In the meantime al] that we can do is inculcate 
caution in both vehicle drivers and those who go on foot, 
among these latter particularly our children. 

We call attention to this condition at the present mo- 
ment, because just now we are entering upon the intensive 
danger period of the year. In every city and town in the 
country children are coming out of school for their long 
vacations. Many of these youngsters have no place to play 
except in the streets. No humane person will dismiss the 
matter by saying that playing in the street ought not to be 
allowed. The fact is that children will and do play in the 
streets and the decent driver will look for no excuse for 
carelessness, He will meet the condition fairly and squarely 
and exert unusual efforts to be careful and safe in his driving 
at all times. 

We know of no better work the automobile dealer can 
do than to warn his customers of the dangerous season that 
is now with us and urge their complete adhesion to safe and 
cautious operation during the rest of the summer. 


A Fable and a Moral 


T seems that once upon a time there was a lion, well- 
nourished, contented with the world, who repaired to a 
spring in the desert to slake his thirst. That being done, 
the lion felt that all was right with the world and as an outlet 
to his joyous mood he began to roar and roar at the top of 
his lungs. 

The sound attracted a jackal, who listened to the roar- 
ing and finally sidled up to his larger friend with a bit of 
jackalian philosophy: “Why do you roar and roar that 
way? You may attract attention that you don’t want. You 
are making a fool of yourself.” 

“Ha, ha,” said the lion, “to attract attention is exactly 
what I do want. Do you suppose anybody would call me the 
‘king of beasts’ if I didn’t roar?” 

It chanced that a rabbit overheard this conversation 
and scampered off to his home in the brush heap, deter- 
mined to follow the lion’s example. Sitting on his door 
step, the rabbit raised his voice in what he fancied was a 
roar. As a matter of fact it was only a squeak, but a passing 
fox heard it and crept stealthily through the underbrush. 
As the rabbit raised his head for another “roar,” the fox 
pounced on him and made a meal of the unfortunate animal. 

And the moral is: You had better be sure that you have 
got the goods before you start to advertise, 





A. D. N. Offers Dealers $100 for Letter 


This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 
Day. Read Offer Below 





T has been decided to broaden a little the rules of the prize contest which Automotive 

Daily News is now running. Instead of offering prizes for letters from dealers who 

are doing more business than they did last year, we now include all dealers, ‘even though 
they may not be exceeding the profits they earned in 1931. 

Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 
business may not be exceeding that of 1931. The plan is to pass on to other dealers 
methods, systems or ideas that will help them get more out of this reluctant market. 
The editors of Automotive Daily News will be the judges of which letter is best, and 
prizes will be awarded by them, their judgment being final. 

Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. 

Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 
your fellows the recipe that is enabling you to make money in a tough year. 


Today’s $5 Winner 


SERVICE TO THE OWNER IS KEY 
TO ALL PROFITS, SAYS 
PAT O'DEA, DETROIT 








the conditions at all times and con- 
stantly urge on every man to do 
some constructive thinking as to the 
best means cf getting more busines: 
in sales and service. Try every plaa 
offered. One of them may be the 
real answer, 

On sales—well, it is an acknowl- 
edged fact that the suspect for a 
new car has two things in. his mind 
which we have to consider. First we 
must avoid that pitfall of today’s 
business which means buying the 
used car—that is buying the busi- 
ness. The owner of the used car 
wants and is more interested in 
what he can get for his car. He is 
selling it. Therefore we avoid com- 
peting with the other dealer who 
has offered a price which we know 
is an over-allowance. The manu- 
facturers have given the dealers the 
best possible price on the new cars, 
If we have to sink our capital into 
an allowance just to beat the other 
fellow it calls for serious thinking 
on our part, and unless we can sell 
the prospect on the values of our 
cars and get the used car in at a 
price where we do not lose money 
we pass the deal. Dealer capital 





By JAMES M. (PAT) O’DEA 
Vice-President and General Manager Graham-Paige of 
Michigan, Detroit, Mich. 

I have read with a great deal of appreciation the many 
prize winning letters which have appeared in the A. D. N. 
You are to be commended for the prize winning letter pro- 
gram because it is bringing to many of us messages of en- 
couragement and made little slants which all of us can use, 
At the same time I want to compliment and congratulate the 
dealers for their accomplishments so far in 1932, and my best 












wishes go out to them for a continuation for the future. 
From many of these letters I have o—————______________—_- 


been able to pick out a few hints 
here and there. Most of the let- 
ters appear to be from the small- 
er communities and that is what 
interests me, for while we are con- 
ducting a major city operation, 
nevertheless we have communities, 
comparable to many of the smaller 
towns, in which we have associate 
dealers. Therefore the points we 
have picked up from the letters 
can be applied to our organiza- 
tion. I can assure you that we 
appreciate the opportunity to pick 
up these points. 

However, it doesn’t seem fair to 
me to get the information we are 
getting without reciprocating. We 
are all in one big fraternity. We 
all have had and are having our 
troubles, and so I feel that what- 
ever sort of car the dealer is sell- 
ing or the size of his organiza- 
tion that we must all contribute 
to getting the dealer’s business in 
shape and the automobile business 
in general back on its feet and the 
quicker we can do both the sooner 
business can get back to a normal 
basis. It has been stated time and 
again that the motor car industry 
must show the lead. Yes, that is 
true, but the dealer organization 
is the stepping stone and must 
point the way. Therefore, let me 
offer my contribution. Perhaps it 
will help some dealer, and in that 
way I shall feel repaid many times 
over. 

There are just a few fundamen- 
tals which a dealer must consider 
if he expects to stay in the business. 
I hope the dealer mortality is at 
an end now, but the dealer today 
who has been in the picture for the 
past few years must realize this— 
that he must not overlook the fact 
that when he has sold a car to a 
buyer, even if he has dipped into 
his capital to make the sale, as 
so many dealers are doing, that the 
dealer’s first duty to himself and 
his entire organization is to keep 
that owner as his customer. He 
must realize that he has created 
for himself another owner and a 
future customer who can bring him 
additional business. 

We transfer the new buyer’s name 
immediately to the service owner 
list and we know now after a pleas- 
urable experience that it is that 
owner who, k°cause of the fact that 
we have not allowed our interest in 
that owner to lapse for one moment 

































and because of the better service 
work we do for him, that now con- 
tributes most to our dollar and 
cents gross income. To sell a man 
a car and then forget him is one of 
the errors of the retail end of the 
business. To let that owner get 
into the hands of the alley garage 
man or any one else is a cardinal 
sin of the average automobile dealer. 
My advice is: Get in touch with 
every owner you have and get them 
to utilize your service station. Get 
the owner back into your home. 

Service to every one of your own- 
ers should be the dealer’s slogan 
from now on. Service means money, 
and it is the money that we make 
now that enables us to weather the 
present stormy conditions in the 
business. We know that it is the 
service contact that will eventually 
lead to the opportunity to sell that 
owner a new car, to say nothing of 
the fact, as far as we are concerned, 
that the owner boosts for us at all 
times. 

Business with us, while it is not 
as good as it should be, has been 
fair, and yet we do not feel de- 
pressed. Why? Well, because we 
have reduced overhead and cut out 
all extravagances. We keep our 
windows washed, however, keep our 
service and showroom floors as 
clean as a whistle, because even if 
people may drive by at top speed, 
they can see that we are still on the 
job, open for business and ready to 
do business, but what I have in 
mind is that the dealer who is 
chickenhearted as far as expenses 
are concerned and does not prune 
the operating costs to {> bone is 
slipping out of the business and will 
be gone before he knows it. It will 
take more than four-wheel brakes 
or even an anchor to keep him from 
creditors’ hands. Many of our em- 
ployees are doubletiming. They are 
doing two men’s work, and we can- 
not keep people who do not want to 
co-operate with us to keep the in- 
stitution going. Every man and 
woman with us is glad he or she has 
a job and displaying a spirit of 
teamwork which is going to win out. 
I suggest that the dealer get rid of 
those who will not co-operate and 
those who are really dead timber. 
Hold meetings regularly with the 
department’ heads, let them know 


is scarce. Banks will not loan 
money on used cars. 

Sales today present a tough 
proposition. Today it takes per- 
sistently. Every prospect will say no, 
but we feel that it is doubtful if it 
always means no, We have made 
as many calls as five a day and 
then made the deal, but my ad- 
vice is that the dealer must have 


(Continued cn Page €) 


COMING EVENTS | 


JULY 
5- 9—Southampton, England. 
cia) Car Show. 
9-10—Belgium. Grand Prix Automobile 


Race. : 
Grand Prtx Automobile 


17—Germany. 
Race. 
20-22—Llandrindod, Wales. Commercia) 


Commer- 


3- 7—Buffalo, N. ¥. National Meta) 
Congress. Sponsored by American 
Society for Stee] Treating, with co- 
operation of American Society of 
Mechanica! Engineers, Institute of 
Metals and [ron and Steel Divisions 
of American [Institute of Mining 
and Metallurgical Engineers, Amert« 
oa Welding Society. Wire Associa- 

on. 

3- 7—Washington, D. ©. Nationa) Safety 
Council, meeting. 

3- 7—Buffalc, N. ¥. National Meta) Ex- 

osition, 174th Regiment Armory. 
. BH. Eisenman, 7016 Euclid Ave., 
Cleveland. director 


13-22—London, England. Olympia Show 











A delightful, economical 
vacation ..-« 





Ihis summer take a Great 
Lakes Cruise. 
Long days of 
sailing thru 
regionsrich 
in beauty. 
Zestful meals. 
Restful deck 
lounging. 
Sports and 
dancing gal - 
ore. You meet 
new friends, 
see new lands, 
sail home 
satisfied that 
you've had 
the best vaca 

tion in years. 


GREAT LAKES TRANSIT CORPORATION 
Frequent Sailings To and From 
Buffalo (Niagara Falls), Cleveland, Detroit, Mackinac 
Island, Sault Ste. Marie, Houghton, Duluth, 
Chicago, Milwaukee 
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mcLuDING MEALS ay 
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STOPS aT ONEST A 
ALL PRINCIPp, 
FREQUENT Sauince 
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For full information apply any 
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Recrystallization Influence 


On Non-Ferrous Alloys* 


of the various factors which affect 
or influence creep. 

While there are a large number 
of factors which may-influence the 
actual or observed creep character- 
istics of metallic materials, those 
which are believed to be of the 
greatest importance are: Chemical 
composition, heat treatment, re- 
crystallization, temperature, grain 
size, method of manufacture, and 
testing procedure. Many of these 
factors are overlapping and it is 
difficult to consider one without one 
or more of the others. Especially 
is this true of the recrystallization 
temperature and chemical composi- 
tion, and, to a somewhat lesser ex- 
tent, of grain size and heat treat- 
ment. 

During the course of a general 
investigation as to creep character- 
istics of a number of selected non- 
ferrous alloys, data were obtained 
bearing upon the effects of recrys- 
tallization temperature and grain 
size. This paper is accordingly pre- 
sented for the purpose of setting 
forth the findings which show the 
influence of these two factors. 

The authors are of the opinion 
that the recrystallization tempera- 
ture of a metal is one of the out- 
standing factors in determining a 
metal’s creep characteristics. All 
metallurgists realize that every 
metal has a recrystallization tem- 
perature and that usually the re- 
crystallization temperature of a 
given metal is different from that 
of any other metal. Also, in the 
same metal, the recrystallization 
temperature is affected by a large 
number of factors, among which 
may be mentioned: the amount of 
deformation, the size of the grains 
prior to deformation, the purity of 
the metal, the temperature at which 
the deformation was effected, and 
the length of time at heat. 

From the above factors produc- 
ing a variation in temperature, it 
is readily appreciated that an ex- 
pression such as “recrystallization 
temperature” does not in _ itself 
make possible one single tempera- 
ture for any one metal, As a mat- 
ter of fact, it may be better to 
think of the recrystallization tem- 
perature as a temperature range, 
rather than as a single tempera- 
ture. In this paper the term will 
be used to designate the lowest re- 
crystallization temperature, which 
has been designated by Jeffries and 
Archer as the equi-cohesive tem- 
perature. 


By C. L. CLARK 
Assistant Investigator (Metallurgy), 
Department of Engineering Re- 
search, University of Michigan, Ann 

Arbor, Mich. 
A. E. WHITE 

Professor of Metallurgical Engi- 
neering and Director of Department 
of Engineering Research, University 

of Michigan, Ann Arbor, Mich. 

During the past several years con- 
siderable time and effort have been 
expended by many investigators, 
Loth in this country and abroad, in 
the determination of the creep 
characteristics of many metals and 
alloys at elevated temperatures. A 
large share of this work, however, 
has consisted mainly in the pro- 
curement of numerical creep data 
on many metallic materials at vari- 
ous temperatures. While a great 
need still exists for additional in- 
formation of this type, it is felt that 
more attention should now be given 















































































FIGURE 1 
(a) Severely cold worked 77-22-1 
alloy (x75). 





(b) Severely cold worked 77-22-1 


alloy (x75). Drawn 100 hours at| Many claim that a metal’s ability 
500° F. (260° C.). No recrystalliza- | to recrystallize is merely a function 
tion. of time and, provided sufficient 


time is allowed, complete recrystal- 
lization will occur at any tempera- 
ture. Whether or not this claim is 
correct, any statements the authors 
may make will apply, even under 
this hypothesis, by inserting the 
word “apparent” before “lowest re- 
crystallization temperature.” 
MATERIALS EMPLOYED 

Several non-ferrous alloys were 
employed for this study, the com- 
positions of which are given in 
Table I. The alloys belong either 
to the copper-zinc or to the copper- 
zinc-tin series. In the copper-zinc 
alloys, the amount of copper varied 
from 85.00 to 60.21 per cent., while 
in the copper-zinc-tin alloys, the 
amount of this element varied from 
77.26 to 58.79 per cent. All of these 
materials except two were examined 
in the hot-rolled condition. The 
two exceptions were the 70-30 brass 
and the 70-29-1 admiralty metal, 
both of which were given a final 
cold draw of % in. on a final diame- 
ter of % in. The materials were 
all secured from commercial firms, 
the sources being given in Table I. 

The* experimental work consisted 





(c) Severely cold worked 77-22-1 
alloy (x75). Drawn 100 hours at 
600°. F, (315° C.). Recrystallization 


to the various factors which influ- 
ence the creep or flow of metals 
and alloys at the higher tempera- 
tures, This is especially necessary 
if the demands of industry are to 
be met for alloys of superior creep 
resistance at ever increasing tem- 
peratures. It is true that alloys 
have already been developed which 
show promise of outstanding creep 
resistance, put the majority of these 











(Continued on Page 7) 





Table I.—Chemical Composition, Mec 





{Chemical Composit’n 


have been produced by more or less|Desig-| Zypeof, | percent. 
haphazard methods. Before alloys |Copper| Zinc | Tin 
can be developed for this purpose |A...... Admiralty ..... 71.05 | 27.95 | 0.97 
on @ truly scientific basis, more will | B-i:°°.) Brass ..c2.::::] Goat | 3042 | aid 
have to be known of the influence R86. MOEA... ccnacens: 85.00 | 14.92 

-2....) Admiralty. 71.26 1.18 






‘| Lobin «bronze. .| 58.79 0.88 


*Paper read at A. ‘8: T..M. meeting. 
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Swaging Machine 
With Hydraulic Feed 


The Langelier Manufacturing 
Company has developed a new swag- 
ing machine, embodying a _ semi- 
automatic hydraulic feeding appar- 
atus, for reducing both ends of 
rear axles for automobiles. The 
operation is performed after the 
housing is completed and welded. 
The operation thickens the wall to 
compensate for the removal of metal 
in later turning and increases the 
strength of the housing. 

The axle housing is loaded on 
this machine and clamped down by 
hand, An automatic air cylinder 
centralizes the work with the die. 
The operator then puts the hydrau- 
lic pump control lever into the for- 
ward feed position, after which the 
cycle is finished automatically. The 
cycle embodies a quick advance of 
the work to the die, a swaging feed 
and a quick return. 

The swaging head is of the two- 
die type, provided with a water 
jacket to permit the machine to be 
used for hot or cold swaging. A 
motor drives the machine through 
V-belts and grooved sheaves. The 
hydraulic feeding mechanism is op- 
erated by a variable-delivery, high 
pressure, motor-driven pump. The 
head is lubricated by a pump, driven 
from the spindle, forcing oil into 
the head after being filtered. The 
oil flows back by gravity into a 
sump located in the base. The 
weight of the machine is given as 
approximately nine tons. 


Who Said S Stranger? 





J. B. Siler recently entered the 
business world of Hominy, Okla., as 
a total stranger. Actually he did not 
know a single person in his new ter- 
ritory, when he opened the Siler 
Chevrolet Company there for busi- 
ness. But it didn’t take him long to 
rectify that little misfortune. 

Eight days after he opened for 
business, Mr. Siler staged a parade 
of twenty-four 1932 Chevrolet cars, 
all driven by their owners. They 
covered Hominy from end to end, 
their horns going full blast all the 
time. When the parade ended at 
the Siler showroom, there wasn’t any 
one in the town who didn’t know 
him, and just to point the moral, he 
immediately sold two new and three 
used cars. 


Siler staged his parade in the 
most direct possible manner. He in- 
vited every Chevrolet owner in town 
to come in for a free wash and a 
get-acquainted meeting. They an- 
swered by piling in until he had 
the raw material for his parade. 

This stunt gave Siler enough sales 
to let him show a profit on the first 
month’s business, and you can ask 
any one in Hominy whether J. B. 
Siler is a | Stranger in that town now. 


SERVICE PARTS DISPLAY 


A new counter and window display 
cabinet which holds the faster mov- 
ing Imperial service parts for re- 
placement on gas and oil lines is 
being offered to the trade by the 
Imperial Brass Manufacturing Com- 
pany. 

Each display holds twenty-seven 
boxes, containing 248 individual 
service parts in the sizes and types 
with which 80 per cent. of the fitting 
business is done. 

Dealers who buy the complete as- 
sortment are offered a substantial 
additional discount by jobbers. 





SHAW ELECTED 

Seattle, Wash., July 5. — Herb 
Shaw, who has been in the offices 
of C. B. Fitzgerald, president of the 
Washington Motor Coach Company, 
has been elected managing secre- 
tary of the Motor Coach Association 
of Washington. His selection was 





made by the board of directors. 


hanical Condition, and Commercial 
Source of Non-Ferrous Alloys 


Condition Source 

Final % in. cold draw| American Brass Co, 

|Final % in. cold draw| American Brass Co. 
0.020 mm. grain size | Bridgeport Brass Co. 
0.030 mm. grain size | Bridgeport Brass Co. 
0.020 mm. grain size | Bridgeport Brass Co. 

0.025 mm. grain size | Bridgeport Brass Co. 









WEDNESDAY, JULY 6, 1982 











Rotary § Si; Surface Grinder 





The Hanchett Manufacturing 
Company is announcing a new ro- 
tary grinding machine having a 
large circular table that revolves 
in a horizontal plane about a central 
column, claimed to be adaptable to 
a wide variety of operations. 

The circular table is designed to 
take numerous types of fixtures, 
including rotary magnetic chucks 
Three built-in grinding wheel heads 
permit roughing, semi-finishing and 
finishing cuts to be made without 
removing the work from the table. 

The grinding wheels are mounted 
on the central column to make the 
machine accessible from all posi- 
tions. An adjustment is provided to 
permit the grinding heads to be 
paralleled accurately with the plane 
in which the work table travels. 
The heads can be set to give clear- 
ance at the back edge of the grind- 
ing wheels. A vertical feed of six 
inches is available for each head. 
The height between a new grinding 
wheel and the table in ten inches. 

The grinding wheel heads are 
automatically fed vertically to com- 
pensate for wear of the wheels. A 
manual control may be had instead 
of the automatic feature, if desired. 





Te ee 


A device is supplied for dressing 
each wheel parallel with the plane 
of rotation. 


Grinding wheels are _ eighteen 
inches in diameter by three inches 
high, and different face widths may 
be had. Red Anchor cylinder wheels, 
cylinder wheels held in chucks or 
segmental cylinders may be had. 

Each wheel is driven by a fifteen 
horse power motor at a surface 
speed of 5,400 feet per minute. 
Lubrication of the grinding wheel 
spindles is cared for by oil pumped 
from a tank in the bed to a reser- 
voir at the top of the machine, The 
oil drains from this reservoir to the 
top bearing of the grinding wheel 
spindles and is piped from this point 
to the bottom bearing of the spin- 
dles. 

The ring type table is 72 inches 
in diameter by 16 inches in width. 
It is driven by an arrangement of 
helical and worm gears, a variable 
speed unit, and a three horse power 
motor. The table has a speed range 
of from three-quarters to three 
r. p.m. The weight of the machine 
without fixtures is about 22,000 
pounds. 








Westinghouse-Wise Drive 
Rockford Lathes 


The Rockford Machine Tool Com- 
pany now has ready for delivery its 
line of Economy lathes with a built- 
in Westinghouse-Wise four-speed 
motor drive and controller as stand- 
ard equipment. In selecting the va- 
rious spindle speeds it is only neces- 
sary to turn a crank without stop- 
ping the motor. The transmission 
cushions the starting of the lathe 
protects the roller chain drive from 
overloads. The controller performs 
the operations of starting, stopping 
and reversing the spindle. Back 
gears are provided to double the 
speed range, 

Thirty-two thread leads may be 
had by shifting levers and additional 
leads or feeds may be had by chang- 
ing quadrant gears. A thread-cutting 
gear is provided as standard equip- 
ment. The lead screw is made with 
a continuous thread, there being no 
spline. There is an _ interlocking 
safety clutch for the feed shaft. 

There are three models in this 
lathe line having rated swings of 
131-6, 15% and 1734 inches. The 
Westinghouse-Wise motors are rated 
at 34, 1 and 114 horse power, respec- 
tively. 


NEW GREASE METER 


Milwaukee, Wis., July 5.—The 
Badger Meter Cdémpany here has 
introduced a line of grease meters 
and the first order for 1,000 is now 
being filled. The new field is being 
entered by the concern as the re- 
suit of a number of states passing 
Jaws requiring garages to “meter” 
all grease sold, just as gasoline is 


dispensed now, 





ee 


Togglebug Drill 


The Guibert Steel Company has 
developed a Togglebug portable drill 
driven by a gas engine, so that it 
may be used in field or shop, The 
power plant is a six horse power 
gasoline engine. 

It is stated that this machine will 
drill holes, ream or countersink in 
the heaviest plates and sections. It 
will drill holes up to 1% inches 
through 12 inches of solid metal. 
Spindle speeds rangng from 200 to 
600 r. p. m. may be had. When the 
operator of the machine bears down 
on the handle of the five-foot 
drill, he exerts a heavy pressure 
on the drill point. The machine is 
balanced so that it can be moved 
around on its two rollers, which are 
carried on roller bearings. 


Master Switch 


The Electric Controller and Mane 
ufacturing Company has recently 
brought out a master switch for reg- 
ulating the control circuits of a 
magnetic controller. The switch is 
known as the Tupe NX. It is de- 
signed for use where a maximum of 
three points of control in either di- 
rection is needed. 

It is especially :.commended for 
use with small hoists equipped with 
the Wright dynamic lowering circuit 
magnetic controller, as well as with 
roller tables, steel mill drives and 
the bridges and trolleys of small 
cranes. The device is ball-bearing 


equipped. 
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SERVICE TO THE OWNER IS KEY 


TO ALL PROFITS, SAYS 
PAT O'DEA, DETROIT 


(Continued from Page 4) 


men who will not be 
by the prospects “No.” The average 
salesman is out of today’s picture 
This applies to the automobile busi- 
ness or any other business. Today 
we must have men who can pre- 
sent values as they are, men who 
can overwhelm the prospect with 
the advantage of the car he is sell- 
ing, men who constantly build 
values and who know the superior- | 
itics of the car and can present 
them logically and conclusively. We 
urge our men to use the compara- 
tive value charts because the buyer 
today studies cars and wants the 
utmost for his dollar. We urge our 


which increases day 





other causes. 


men to take the lead in all sales} quiries which come to us through 
the factory advertising. 


press home the superiorities 
and somewhere in the talk 
salesman who is mentally and 
physically alert, will find the break 
that will lead to the signature on 
the dotted line. 

If the used car can be taken in | don't forget that man. 
at the right price, by which I mean 


talks, 


people to buy. 





if they can or 


lthese owners with us. 
many who will need new cars from | ment is the cleanest place in town, 
time to time, due to accidents or | who sees that his service is honestly | 


cannot 


after 





ways good prospects. And then, too, | as I see it there is a golden harvest 


if the car the dealer is selling is 
not in the top price bracket, there 
is always the chance that the man 
who owns a big and high-priced 
car may be in the market for a car 
at a lower price as the second or 
even third car in the family. 

I also want to point out that 
showroom and service department 
| courtesy is a paramount factor these 
|days. Not the kind of courtesy that 
|is sickly and may be offensive, but 
| just ordinary cheerful and common- 


discouraged become a 90-day car is a liability | sense politeness, the kind that makes 

day.|a man smile. The salesman who 
Cars which are 90-day cars as of | carries out such a program, no mat- 
| this date are just so much junk now, if he is selling new or used ears or 
and will be even worse when the | service, is selling the one thing we 
cooler winds begin blowing this fall | all need these days—Good Will and | producing excellent results, accord- 
ushering in more new models. 

How do we find prospects? 


| first we hace our owner list. We | ——" ; 

; |} exercises judgment in reducing over- 
| have spent many months getting | head, who keeps on his staff only 
that up to date. We contact with |ihose who are alert and can pro- 
our owners. Our service has kept | quce results, who makes it his busi- 


| we have found that Geod Will is an 


Well, | investment that pays good dividends. 


To sum ict all up: the dealer who 


There are | ness to see that his service depart- 


buy. 


But the/even if he has to scan the death 
the | best way to find prospects is to ask | notices, who does not waste time on 

| Prospects are hon- |}prospects who upon investigation 
est today. They will tell you frankly | cannot buy, who does not waste time 
If|and money 
jthey say they cannot buy now—/|other fellow on a trade deal, is the| 


trying to outbid the 


He may be | dealer who is going to weather the 


the one who suddenly may have aj storm. He will be a better dealer ee 
that the car can be sold quickly and | turn in his affairs which will en- | and a better business man when the reduce accidents. 
easily, then we feel we are getting | able him te buy. Ringing door bells | break comes. make the rates. 


The A. D. N. has re- 


somewhere, but if we have to sink|in certain communities may not be | peatedly pointed out in its editorials 


money into the car, it is always a 
doubtful venture. A new car on the 
floor has value. 
we sense at the start is liable to! may be slightly 











A used car which; certain incomes, even though they 
reduced, 


are al- 


justified right now, but there are |that the dealer who gives the best 
communities in which people with|in service and in sales is the man 


| who will stay in business. He will 
get the business in the future, and 





coming to those who stay with the 
business until it gets over the hill. 
Tt will take courage. This is not the 
time for the average endeavor. 
Whatever we do must be better than 
the average. 


iN. J. HIGHWAY SAFETY 
DRIVE IS EFFECTIVE 


! 
| 
! 
| way safety campaign which is being 
|}conducted throughout New Jersey, 
with the aid of various companies, 
| insurance companies and the motor 
vehicle department of the state, is 





ing to Motor Vehicle Commissioner 
Harold G. Hoffman. In part, he 


| Said: 
|} “One must compliment the oil 
|companies participating in this 


movement for the worthy work they 
are carrying on to save human lives 
and prevent injuries. 





jrates will decline, thus retaining 
thousands of dollars in the pockets 
of the motorists who are customers 
of the oil companies. These insur- 
ance rates are based on experience, 
|for as accidents increase, premiums 
|go up. If automobile owners want 
|cheaper insurance they must help 
In a word, they 
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Trenton, N. J., July 5.—The high- | 


“There is another good angle, too | 


Then we have in-|and properly render izes | ~the practical side—if motor vehicle | 
Pal en, wae eee accidents can be reduced, insurance 


|every opportunity to get prospecis | 








CARBOLOY PRICE 
REDUCTION 


The Carboloy Company, Inc., an- 
nounces a substantial price reduce 
tion on its cemented carbide. This 
became effective on all orders 
dated June 30, 1932. The reduction 
covers all Carboloy tools and 
blanks. 
| The company has a new price 
| list, together with a fifty-two page 
handbook and catalogue ready for 
distribution. It contains in addi- 
tion to standard tool listings a 
complete manual of all phases of 
Carboloy tool design, application 
and maintenance. It also illus- 
is a thirty-page supplement of 
manufacturers licensed to supply 
tools equipped with Carboloy. 
}ainyeay pappe ue pue suorzeodde 
trates a wide range of special tool 


AND BOLT HEADS 


The Rawlplug Company is put- 
ting out a device which it calls the 
Lok-Crowner, combining a_ lock 
washer and a metal cap that seals 
| bolt heads, screw heads or nuts. 
The lock washer is made of spring 
steels to fit all sizes of bolts and 
screws. It has a four-point lock- 
jing arrangement. 

Projecting prongs engage and 
hold the cap tightly to the washer 
when it has been pushed in place. 
The -caps may he had plain or 
embossed. The device covers the 
lock washer completely as well as 
the bolt or screw head. 








Cumulative New Commercial Car Registration Statistics, May, 1932 


Returns for today: California, Colorado, lowa, Maine, Massachusetts, Mississippi, Nevada and Wyoming. 
Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ul., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 


Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. Some of this data has been published 
Commercial car figures do not include busses. 


previously, but it is given here complete for the convenience of our subscribers. 


In this table, 47 states and the District of Columbia. 


























Comparative figures for May, 1931, will be found on Page 7 
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Missouri |. : 24 a | a a a | ) ee 2] 2| 1 it l | 6, | 18| —_ 641|Missouri 
Montana | | 32| 5] 1] 37] ry ae ea ee ee a ee | 2) | _ 101/Montana 
Nebraska | 66] -_ = 3a ©6©~6(Co j 32, | 1| | 5 } | 5| 2! 2| | _205|Nebraska 
Nevada —*«; l [i 3] a a } 4 | j ne l |) +.  - | __37|Nevada 
New Hamp. | 2] 55) 6) 9} } 100) 9| l 10 1| | | Ij l 1| 1| | 2| 1} 198|New Hamp. 
New Jersey | 5 11; 305: 22| 38, «+10; «#286; «~637,—~C=<“«‘iR:*C<Ct:‘«‘SO | 7j 2) 24) 1 6] 4| 8] 4 27| —-863|New Jersey 
wow eke | lC;|t (ast kstltle.!.|T|TCl,TC!™Cmn)TCUCYSC™*~<=*:;~<CS:ét‘i | l ] ! | 1) | | | __55|N. Mexico 
New York | 15 41° «617 50,141] 13, 906, —C ‘(C|)hCOCBGTC~*~«*@Y; 79| 7 57| 5) 56 | 20; 34] 17] 63| 2446|New York 
North Car. | | 120} 1 li} | 120) 9] 14) | 2| 1 | 2| 4 7; 291|North Car, 
North Dakota | ; 27] 5] l 32| | 25 1] } } | | | 2| l 2| 2| 96\North Dak. 
Ohie is 5, | 203) 4, 63] 7, 312) 2 9) 110) { ij | aay i 6} 18) 10: | 57| 809|Ohio 
Oklahoma | ] i 80, ] 9] 5) CoM 8] 3] 16) | 1] } ] ] | 3} | | 2|__—:224|Oklahoma 
Oregon | | | 38 4 62) 6] «OP } i] l 3] | 5) 1| 1| 3; +137\Oregon 
Pennsylvania | 12) 6| 501 14, 127 | 17; “506,41 3] (132) ; om 3] 4 35| 37,21; ~-21,~—~«20,~=«d55 Penna, = 
Rhode Island | ! y 30) a. -— 2 69) 7 7, | } 8 | l 1 l i|  140|Rho. Island 
S. Carolina | 41| ] 27] 1} j 3] | ] ] | 1] j 2; ~—«82|S. Carolina 
S. Dakota =| | — 2 ee ce ee oe | j } 1 j | 2] | ] 73'S. Dakota 
Tennessee —| | | 69 Z ii] 7; og } 18) | 3] } 2) } | 2) 1 1| 5|  176\Tennessee 
Texas ! | | oa 1 25] 2] «2387, ~<a] 2) 79) | 10) l 6] j | 4) 5) | 18, 782/Texas 
Utah | ! 31) ca no, <7. a j e| | j j 1 } | | } 1| 82|Utah 
Vermont | ] Cn en ae | l ] 3] } 4| l | 7| | 185|Vermont 
Virginia | S| SSCSCSCiSSC~iaYSCSCSCS 132) 11) 5] 24 3] 3 7 ] | ; 4 1| 3| 398) Virginia 
Washington | | | 60; 8) _ 95) 7] | 40 | 2] | 4 | | 5| 2| | 12; 245/Washi'tex 
West Virginia | ] 47] 1| i, i¥f io « zg} i | 2) i 5| | 7 I S85 1| _:163/West Va. 
Wisconsin | | i 116) 13, —=«o2]S:*~<~«~SCSt*C“‘i«éi,SSC ST SSCSC*~SYSC‘“C:*‘ TT | 5 ij | 8) 3| 14) _-333| Wisconsin 
yeming | 13 1 s;©6)~SCté<C ce aes 5 i ee dR ee Bans ee ] 3| 43|Wyoming 
Dist. of Col. | | 46 3) 5] . -—- .. se hm e)hUL Ue! Ue Ud 1| — 114|Dist. of Col. 
Totals | 81, 74; 5909, 249, 1010; «141; ~—«6978| 602) 73) 1686; 15} 183} 17; 355) 16, 123], 276; 141{ 116, 421, 18466, Totals 


if 











Recrystallization Influence 
On Non-Ferrous Alloys 


(Continued from Page 5) 


ain determining the lowest tempera- 
ture of recrystallization and in con- 
ducting long-time creep tests at 
temperatures both above and below 


the 
perature. 


lowest recrystallization 
The short-time 


tem- 
tensile 


properties of these materials were 
also determined at elevated tem- 
peratures, but these results, as well 
as certain of the creep results, have 
already been presented. 


For the 


determination of the 


lowest temperature of recrystalli- 
zation, specimens of each alloy were 
severely cold worked, after which 
they were subjected to tempering 


at various 


temperatures. 


They 


were maintained at temperature for 





taken at room temperature before 
and after the heating operation. 
The temperature at which a sharp 
decrease in hardness was obtained 
was designated as the lowest re- 
crystallization temperature. The lo- 
cation of this temperature was also 
checked by metallographic means. 
The apparatus used in the long- 
time creep tests has already been 
described in the literature. The 
procedure consists in applying a 
fixed load and maintaining it con- 
stant until either the flow comes 
to a complete stop, at least within 
the sensitivity of the apparatus, or 
until it has assumed a steady rate 
for at least 200 hours. The load is 


100 hours, hardiness readings being ' then increased and the process re- 


Table I1.—Effect of Increasing Drawing Temperatures on the Hardness 
of Severely Cold-Worked Non-Ferrous Alloys of the Copper-Zinc, 


Designation 


eeeeeee 


E-3. 2.000. 





tion J Alloy 
= 

R-85... | 85-15 
E-2.... 77-21-1 
E-1.... | 60-40 
E-3.... | 59-40-1 
B.cccce | 70-30 
Bececee | 70-29-1 








Alloy 


710-29-1... 








Computed from 


Hardness Tests 


Copper-Zinc-Tin Series 
Rockwell Hardness, “B’ Scale, After Heating 
at Designated Drawing Temperatures 
70°F. 200° F. 300°F. 400°F. 500° F. 600° F. 
(21° C.) (95°C) (150° C.) (205° C.) (260° C.) (315° C.) 
soe 77 76.5 74.0 72 50 
85 85 82 85 82 72 
oo. 81 82 75 70 59 
88 85 84 79 15 70 
89 96 98 98 67 
95 96 100 101 72 
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peated until at least four rates of 
creep have been obtained. 

It is realized that the creep char- 
acteristics as determined by this so- 
called up-step method of loading 
may be different, at least at cer- 
tain temperatures, than those de- 
termined by either the single-step 
or down-step method of applying 
the load. All the results herein 
considered, however, were obtained 
by the up-step method, and the 
question of the relative magnitude 
of values obtained by these three 
methods is reserved for a later 
paper. 

LOWEST RECRYSTALLIZATION 
TEMPERATURE: 

The results of the tests to deter- 
mine the recrystallization tempéra- 
ture are given in Tables II and III, 
and typical photomicrographs show- 
ing the effect of annealing at 500 
and 600° F. (260 and 315° C.) for 
100 hours on the structure of cold- 
worked 77 per cent. copper, 22 per 
cent. zinc, 1 per cent. tin alloy are 
given in Fig. 1. The alloys con- 
sidered fall into two groups. Those 
containing 70 per cent. or more of 
copper have a range above 400 and 
under 600° F. (205 and 315° C.), 
while those containing 60 per cent. 
of copper or less have a range be- 
tween 300 and 400° F. (150 and 205° 
C.). 

CREEP RESULTS: 

The results of the long-time creep 
tests are given in Figs. 2 and 3. 
Rather than include the large num- 


ber of time-elongation curves which 
Table I11.—Temperature of Recrystallization of Non-Ferrous Alloys og | Det @ been ‘eee as a result of 


the Copper-Zinc and Copper-Zinc-Tin Series 


Recrystallization Temperature — 
| 


Computed from 
! Metallographic Examination 





Over Und | Over | >on 
500° F. (260° C.)| 600° F. (318° C.)| 500° F. (260° C.)| 600° F. (315° C.) 
500° F. (260° C.)| 600° F. (315° C.)| 500° F. (260° C.)| 600° F. (315° C.) 
300° F. (150° C.)}! 400° F. (205° C.)| 300° F. (150° C.)| 400° F. (205° C.) 
300° F. (150° C.)| 400° F. (205° C.)| 300° F. (150° C.)| 400° F. (205° C.) 
400° F. (205° C.)| 500° F. (260° C.)! 400° F. (205° C.)| 500° F. (260° C.) 
400° F. (205° C.)| 500° F. (260° C.)| 400” F. (205° C.)| 500° F. «260° C.) 


Cumulative 









Alabama, 1931 | 


Autocar 


Brockway 











the creep tests, the method shown 
in the figures has been resorted to. 
This method is based on previous 
work which has shown that, if the 
logarithm of the rate of creep be 
plotted against the logarithm of the 
stress producing that deformation, 
a straight-line relationship results, 
at least under certain conditions. 


La France- 


Republic 

















Kotak 184 188 9188, 0] — 186 10 154565 > 539] 2360 nine ; 56, Tor —t 75 | 
CGA Wg OE Eee 


GSES. oc ccccccccecss 








This method allows a large number 
of results to be presented in a con- 


densed form. It also simplifies the 
interpretation of the finding For 
example, either the rate of defor- 


mation corresponding to a_ given 
stress or the stress corresponding 
to a given rate of deformation may 
be readily determined. 

Figure 2 gives the results of the 
creep tests on the copper-zinc al- 
loys using logarithmic plotting. It 
will be observed that the points in 
all cases fall on practically straight 
lines and that these lines may be 
classified into two groups with all 
the lines in any one group approxi- 
mately parallel to each other. The 
70-30 and 85-15 brass at 400° F. 
(205° C.) and the 60-40 brass at! 
300° F. (150° C.; fall into one! 
group, while the other is composed 
of the 70-30 and 85-15 brass at 600° 
F, (315° C.) and the 60-40 brass ct 
400° F. (205° C.). Referring to 
Table III, it is seen that the lines 
with the Smaller Slope represent: re- 








7 


sults obtained at temperatures be- 
low the lowest recrystallization 
temperature, while the lines with 
the greater slope were obtained at 
temperatures above the lowest ree 
crystallization temperature. 

In order to verify these findings, 
specimens of the 70-30 brass were 
subjected to metallographic exami- 





nation in the “as received” condi- 
tion and after having been sub- 


jected to the creep tests at 400, 600 
and 800° F, (205, 315 and 425° C.). 
The results are shown in Fig. 4 
From this it is evident that no ap- 
parent structural change has 0oCe 
curred during the creep test at 400° 
F. (205° C.), even though this test 
_ lasted for over 2,000 hours, while at 
600° F. (315° C.) considerable re- 
crystallization has occurred, and at 
800° F. (425° C.) the recrystalliza- 
tion was not only complete but some 
grain growth had occurred, 


(To Be Continued) 


| Table IV.—Influence of Recrystallization Temperature Range on Slope 


Resulting from Plotting Logarithm of Stress Against 
Logarithm of Rate of Creep 


| 


Recrystallization 
Temperature Range 





Allo, 

| deg.Pahr. | deg.Cent. 
Seteat...cs ~, | 300 to 400 | 150 to 205 
40°). . cccvcccccees 306 to 400 150 to 205 
60-40 300 to 400 150 to 205 
GE =40. .ccccccccccces 300 to 400 150 to 205 
20-30... cccccsccceces 400 to 500 | 205 Lo 260 
70-30 see ecereaceces 400 to 560 | 205 to 260 
TO-2Gel.. cccccccecces 400 to 500 208 to 260 
TOME Rc cecccneceses 400 to 500 §=. 205 to 269 
FO-2B9-1. . .-ccccecece: | 400 to 500 | 205 to 260 

| 
77-22-1... .| 506 to 600 | 260 to 315 
Ties) . oc cccccccses 50C to €00 , 260 to 315 
85-15... .seseeeeee.-| 500 to 600 260 to 315 
500 to 600 30 to 315 


Figures for May, 1932, will be found on Page 6 


Studebaker 





Sterling 





| Vositi'n 


with | 
Respect! 
Creep Test Temp'rat’re to 
Recrys-| Angle of 
talli- | Slope, deg. 

ee ee zation | 

7 I'mp'r-| 

deg.Fahi | deg Cent. | ature | 

~ 300 ~~ 150. | below | OS 

400 205 | above | 13.5 
300 150 below | 7.5 
400 205 above 21.5 
400 205 | below | 9.0 
600 315 above | 24.0 

| 
400 205 | below | 9.0 
600 315 above | 16.5 
800 425 above | 26.0 
400 205 below | 8.0 
€90 315 above | 17.5 
400 205 below | 9.0 
600 315 | above | 22.0 





New Commercial Car Registration Statistic cs, May, 1931 


This table is repeated for comparative purposes only. 











States 


Overland 
Miscel- 
laneous 










| 329 Alabama, ’38 
2! | 163 Arizona, 1938 






























































| 
Arizona, 1931 | | 1| | Po 163 |Arrizona 
Arkansas, °31 | ’ l | ] 5| 1| 3| —_:190|Ark., | 1931 
Calif, 1931 | 7 6) 4) 93, 5) 1086, ~~ 34) —— il 4) 16; 18; #8 73| 1935 Calif, 1931 
Colorado, 1931 | a) | 18| 7 ~C2it,SSS~=~SSY] ) 18) tf 2. =... = ~~ 366 Colorado, "34 
Conn., 1931 | l 2; «158 4) 40] 10) 281, «#29}~SC«~St<CS*é« “8]—s«i217 8| 6| 15} 615|Conn., 1931 
Delaware, 1931| ry | 41) 3) vy 4 1] j 12/ | | j 1) 4,107 Del, 1931 
Florida, 1931 _| | 122] 7] 4 10) 2) | wm Er a | a 3, 364 Florida, *31_ 
Fdaho, 1931 | | 56] | 16] | 9,3 r 9 : as 1 4 (3 179'Tdaho, “1931 
Mlinois, 1931 | 3] 5; 429,36, STA SSSA] Si | _134| 5| 1] _—26 | 15] 43) 1452 Illinois, 1931. 
Indiana, 1931 | 1| 13 330) 8} 57| ; 382; 26; #«+| 94! | 4] 81 | 21) 4; 980, Indiana, *31_ 
fowa, 1931 | | | S828], (iS CTT | yD l | 19) 4 19} 1, 906 Iowa, 1931 _ 
Kansas, 1931 | | 4 196; 2| 19} | 166, 9 | 55! | | 4| 9 #2 [oy ~ 480\Kansas, ‘31 
Kentucky, “31 | 3) «i113 3) ia, i) 147) 5) ) 43) ] 1| 7 2 9 —_-2|_—« 359. Kentucky, ‘31 
Louisiana, "31[ | Ss] ~S iS] (“ssCSCtCi‘iYYC*sT:=C(‘(<‘éi YC } 45 | } oy 8458 La, 1931 
Maine, } 1931 | a | 253, 43} 49, £4x3| 404 ~~ 6] ] 28) 1} | 14| 1% 1; __791\Maine, 1931 
Maryland, 31{ 9] Ssi=i|sSi(itéidA;_C SsC(iéiéiYSC(‘t‘STCCC 2 | 46 1) 3| 7| 3} 4] | 518. Mad, 1931 
Mass. 1931 | 34) 12; -288,—“(“‘i SCC ECC CT 252] 20) 18} 5 10, 1536|Mass., 1931 
Michigan, 31 | 3), 330) S| 49) 19 765) #23; #| 6; | 2) =o} 12; _-:17|__—«:1324/Mich,, 1931 __ 
Minnesota, "31[ [| | 328) +15) #3SO| 7) 413; wo; | 12; #1 | | 20) 6| 25| li; 1013 Minn., 1931_ 
Mississippi, “31, 74) ~ 4] + -_ fT j 8| “1 1 = 3) a 168 Miss., 1931 
Missouri, 1931 | 7; 329, £10; 27 £499; 366, 10) | 42) 1] 1 | 9 5| 17| 14; 847\Missouri, "31 
Montana, 31 [| |S 8,ti“‘(i‘iT;*«CYSCSC*~‘“‘«‘T:C*é‘«S 6] y 30) 1| | TCI 2| 2; 159 Montana, °31 
Nebraska, °31 i= — | —_— oo. —_ | = j 54| T | 7 YT ol 10) '478\Nebraska, "31 
Nevada, 1931 | | ] ae ee ae” Le a j 7 eo ae. Se 2z~—~C*«S | 4) 83\Nevada, 1931 
N. Hamp. 1931, =| ti‘(i‘éikds:St*‘“‘é‘iTG:CO!™!™C*S):CO™C<«SYY::~*~<“‘YSC*‘é*CGGC™C™CSY:C*~“‘SY 10! 1 1; 6 2; 8) «| ~—Ss287|N. Hamp, '31 
N. Jersey, ’31 | 14, ~=26, += 470; ~=Ss«G; S108 13; 675) 40 | ; 74 2 9| 3,19] S27; 5] S53] —«SBLLN. J, 1931 
N. Mex. 1931 [| , @ a. -— | -— | 10) - | | 3 1{_—-2|_—«dG2|N. ML, 1931 
New York, 31) 36, =—=*«~STS|—t«TOYC“‘é‘é zB CTO 16, 1824; 80; ——C~«&S~S*«SGSA 3). ait . 12 90; «29, «S| sS4] S94): 3906/N. York, “31_ 
N. Car., 1931 | 1 245) | 24] | 267) 5) tC~«dSC(<«t‘«t‘ SS Tf  #%Wi{ 2 ii]  F98N. Car. ‘31 
Nor. Dak, 31[ | Ss] —_.6hChchkt hl e.hCme | 76) | 5| 1 3} || __-263\Nor. Dak., ’32 
Ohio, 1931 [ 4) #«+7 ~ 424 q of; | #1 29) } 106 1 ii 2| 13] 31; «18 35 71; 1575\Ohio, 1931 
Okla., 1931 | | a 164 1; —~*19 | 155) ee aS a Oe he me ; it yy 2 3) 364\Okla., 1931 
Oregon, 1931 | 110) =| #489, «& #4410, it) | 24 ~~ 6 | 6 2{ | ‘12; ___399/Oregon, *31__ 
Penna, 1931 [ 24 22; 610, 15; 159) 13; 1043; 35;—CS~SSs«éd28 9 14,35] 34] 21) 44] 64] 2317 Penna., 1938 
Rho. Isl. 31} 2] | 4 #6 26, +3; +2119) 4 | 10 2| 7... | 3|-234/R. 1, 1931 
8. Car, 1931 [| | | ~~ #125) _.hUCUCUdT:lCOa l 73° ~2«21 ~ | 4 | _2| 2978. Car., 1931 
8. Dakota, '31| a a. .. 528 ae ] 1 a ee 2; 219/S. Dak., 1932 
Tenn, 1931 | |  —_—— oe 19} 9 ~—C«T'G. [t+ —_— Pa on. ee 3) -296,Tenn., 1931 
Texas, 1931 | 1 10; 649,10; 28] 3, 705,—s—“‘é;:S”t”*C~*dY:C*é«i ] ; 7 5} 9 12, 1611/Texas, 1931 
Utah, 1931 {| | 09 Ee Se Se eee oe | ft {|  W__af__184/Utah, 1930 
Vermont, 1931 [| Cia TT | 10} OT ] | 18) } | 3 | 8 | 193|Vt., 1931 
Virginia, 1931 | 5| 3] 325) ee | 6 «338i 14 | 44 2 ] i| 37ST] S| 795,Va, 1930 
Wash., 1931 | | 96) | aaj | wl j 22; oi | 12| 7 3| 26! 399|Wash., 1931 
- West Va, 1931; —CO]i(i‘ TS«ST 1| 25 | e_ 2 25 YT a1; | S| £4xOf | 301|West Va, 32 
Wisconsin, ‘31 | | | 819) 7 i; 2 7 Wy vy, oo “3 lj i8  2| 419} 17| 900,Wis. 1931 
Wyoming, 1931| ] sail eicteabinieg is aR 7. ae. 4 ec ee ee ee en 1/111 Wyoming, *31 
D. of C., 1931 | 3| 46| 6 ~©68fS—=éi‘(i‘i);*~«*d TC 9| sia ee iar all lias | 4{-215|D. of C., 1932 


4| 246) 49] 626 33061, Totals 


Now 
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We’ve Always Done 
It That Way 


That’s the trouble today with many manufacturers, sales managers, 
advertisers and others. They are doing some things just as they were 
done twenty years ago. “Why,” said one advertising manager, “that 
medium is twenty years old, and we’ve always used it.” 


But today you use motor trucks instead of horses, long distance tele- 
phones, radio, typewriters and other modern means of transportation. 
You use modern methods, new ideas, to keep pace with the rest of 
civilization. If you go back to methods of twenty years ago you 
should expect the business of twenty years ago. 


» 
i 


In the automotive business paper field, Automotive Daily News is 
the only one publishing news when it is still news. It is the only paper 
in which all ads are visible; it is the only one allowing the advertiser 
to decide when HE wants to say something to his prospects. It is the 
only paper publishing commercial car registrations by states and 
makes and the only one to publish passenger car registrations as 
soon as they are released. It is the only paper to cover S. A. E. meet- 
ings while they are in progress, and also the paper to publish news of 
factories, dealers and others as quickly as possible after the news 
breaks. No wonder it has highest reader interest and commands a 
subscription price of $12 per year. It is worth that much to subscrib- 
ers. But there are over six readers per copy, giving advertisers a 
further advantage. Write for all the facts that will enable you to 
spend every advertising penny so it does the most good. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo. M. Slocum, Manager, Fisher Building, Detroit, Mich, 
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